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i. [bookmark: _Toc69465036]Monthly Control Report showing Original Budget, Flexed Budget and Variances
	Particular 
	Budgeted/ projected (2021)
	Actual budget (2021)
	Variance
	%
	F/U

	Sales 
	2500000
	1600000
	-9,00,000
	-36%
	U

	Direct Cost of Sales
	800000
	840000
	40000
	5%
	F

	Other
	0
	0
	0
	
	

	Total Cost of Sales
	800000
	840000
	40,000
	5%
	F

	Gross Profit
	1700000
	760000
	-9,40,000
	-55%
	U

	Gross Profit Margin %
	0.68
	0.475
	0
	-30%
	U

	Expenses
	 
	 
	 
	
	 

	Warehouse rental
	200000
	170000
	-30,000
	-15%
	U

	Insurance
	100000
	100000
	0
	0%
	U

	Fulltime warehouse supervisor salary
	50000
	35000
	-15,000
	-30%
	U

	Total Operating Expenses
	350000
	305000
	-45,000
	-13%
	U

	Profit Before Interest and Taxes
	1700000
	760000
	-9,40,000
	0%
	 

	Interest Expense
	0
	0
	0
	0%
	 

	Taxes Incurred
	0
	0
	0
	0%
	 

	Net Profit
	2150000
	1295000
	-8,55,000
	-40%
	U

	Net Profit/Sales
	0.86
	0.81
	0
	-6%
	U





ii. [bookmark: _Toc69465037]Report on Amana’s performance during the year 2020 
The above is the monthly performance report which includes budgeted as well as actual performance of the organisation. This report is being prepared at the end of the financial year so that we can be able to compare the actual and budgeted plans based on actual sales volume. In simple words it can be said that this report would present a base for the organisation to compare the actual performance with that of the budgeted performance in the current financial year (Childs, 2015). It will record the major difference between the estimated budgeted numbers which were created at the beginning of the period for the financial year and the actual ending numbers. Through the above report the management will be able to analyse the possible areas of business whether they are able to meet the organisational goals and the different areas which needs improvement. Hence, budgeting plays an important role in finding the difference between the standard performance and the actual performance and thereby helps in decision making process. It tells the degree of operational efficiency of the firm in relation to understand its influence over other environmental as well as internal factors. It demonstrates the identity of the company by examining its financial growth and stability as per recent trends and patterns. 
In the above report we can see that sales as per budgeted is £ 2500000 and as per actual budget is £ 1600000 which shows a variance of £ (9,00,000) i.e., -36% and which is unfavourable, and the organisation needs to increase its sales volume. The actual gross profit is £ 760000 and as per the budgeted is £ 1700000 which shows a variance of £ 40000 This means to increase profit as per the budgeted parameters the organisation needs to improve its sales volume so as that it can earn maximum profits for the financial year. 
As per the report this budget shows that a firm can earn more profit it increases its sales volume and reduces its expenses by incorporating new ventures as it will serve as a tool for increasing profit. Future expenditures can be adjusted based on past performance. This budget shows that Amana’s has spent on Warehouse rental, Insurance and Fulltime warehouse supervisor salary £ 170000, £ 100000, and £ 35000 respectively as compared with that of budgeted i.e. £ 200000, £ 100000, and £ 50000 respectively. It can lower down these expenses and increase in the sales and lowering the variable costs. 
During the year 2020 Amana's performance is not quite good it can be better as budgeted. If we compare the actual results with the planned budgeted results, it shows that operating budget yields some useful information as it shows where actual performance deviated from planned performance. From the above report it can be seen that sales were £ 900000 lower than budgeted, cost of sales was £ 40000 more than budgeted, gross margin was £ 940000 less than budgeted, and net income was £ 855000 more than budgeted. Direct materials and variable overhead costs were considerably lower than budgeted. Hence, it can be said that there are differences in the budgeted figures and the actual figures which hindrances the efficiency and effectiveness of the company in general terms. Immediate action needs to be taken by the company to ensure its smooth operation in a judicious way and in such a manner which is occupied by meeting all the protocols set. All these deviations have been identified with the help of implementing budgeting process so as to find out corrective measures in a reasonable period of time. 
iii. [bookmark: _Toc69465038]Recommendations to Amana’s CEO on areas of improvement.
a. Work on the strategy and share it with the team: 
As a CEO of Amana Ltd, it is the duty to make awareness about the corporate strategies and to work accordingly. Actually 90% of the workers are not aware of the strategy or do not understand. This lack of understanding can adversely impact the business. If the understanding is good between the employer and the employee, the workers will get better understanding of what the employer wants. As it is said that people who understand their task well will contribute to the overall strategy of the firm (Dutta and Fan, 2012).
b. Establish clear goals and strategies between the teams and business units:
It the main duty of CEO to make aware about the duties and overall strategy to its departments and team members and how these things are interrelated with attaining overall strategy (Dutta and Fan, 2012).
c. Align properly the objectives of the company:
If the objectives are not properly defined between the team members, then the work can be repeated one another's work or the work can become even worse. Hence, it can be said that the ultimate objective of the firm must align with the short-term objectives which are required in implementing policies and procedure as sows the foundational stone for effective and efficient outcomes. 
d. Conduct weekly meetings:
Each and every report should be discussed in weekly meetings so that each and every aspect of the company's performance can be measured. These weekly meetings would not only help the organisation or the firm but also enable managers to address the obstacles and progress towards the goals before they can be made bigger and very effecting and also help the teams and employees to learn about employees' "small wins" which will the employees in improving their performance.
e.  Manage cyber security: 
The organisations employee as well as the employer’s data must be confidential so that there cannot be any breach of duty. Information such as salaries, performance reviews, W2s, etc should be kept confidential i.e., it must be cyber secure. Apart from these damages hacker can undermine employee morale and productivity.  
f. Two-way communication:
It will provide a better base for the employees and the employer if the communication goes one on one i.e., in two-way street. Things become simpler and easier to be understood, it will henceforth become productive back-and-forth conversation. Since, communication is the key, it can be said that there must be properly communication between employer and employee which is compiled by seven C’s of communication as a whole. 
So, the above the common areas of improvement which if implemented will be great reason to success. A two-way communication is a way better to understand the base and clarity of objectives of the organisation and a great way to work towards success. If the lead makes efforts to listen to the employees, then they will be able to recognise the inherent talents of their employees and know their individual strengths. 
This two- way communication process has been activated by the intimation or passing on the useful and relevant information in a timely consideration to positively takes advantage. Hence, success can come near at the doorstep if an organization will positively pass the first level of attaining effective and efficient results. 
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Today's era is an era of going online. Each and every single person wants to go online as it is an easy way to deal in purchase and sale of goods and services. To survive in this competitive market every businessman needs to invest in e-commerce development in order to survive. And if we talk about the present situation of pandemic, it is very vital that social distancing is being maintained and, in this phase, doing online business saves time and money both for the owners of the business. And hence, transformation is being taking place which is significantly focused on new normal underlying an extra layer of digitalization. This layer demands witnessing of online business because of the severity of the circumstances. Hence, in this online era, face to face communication is not demanded at all and same situation goes with offline business.   
As Amana is in dilemma of doing online business or not as it noticed that a lot of competitors are moving in online business in order to streamline the business operations. Several factors which have to be taken into consideration when making this decision of moving online such as Cost of setting up delivery network, Cost of upgrading current website to handle large volume of sales, Salary of a fulltime IT programmer, etc. Now let us discuss the pros and cons of going online: 
ADVANTAGES OF ONLINE BUSINESS:
1. Easy accessibility: If the business is done offline then there comes the trouble of easy approach to the suppliers but while going online the accessibility towards the market would be much easier.  
2. Reduction in the Cost of overhead: Cost can be reduced of retail premises and many fixed cost are also reduced. Moving to online business helps in reducing cost of premises and customer facing staff will help the businessman to invest in better marketing.  
3. Immense growth: It also helps in fast growth in retails as many customers can make purchases at one same time within a nano second. It can be done with an excellent digital marketing strategy.
4. Expansion of market:  One can easily approach large market area beyond local customers very easily. By target marketing businessman can easily reach or respond to outer countries customers or retailers on a large scale (Kerler, et., al., 2014).
5. Customer’s intelligence: Using online marketing tools helps to reach and target new customers which help businessman to gain insight of the customers. 
6. Easy to Retarget or Remarket to Customer: Companies can change their advertisements which is targeting to other specific group of people and it can be done in online business is significantly affordable manner. However, this retarget or remarket which continue the marketing tactics of companies by showing effective pop ups. 
DISADVANTAGES OF ONLINE BUSINESS:
1. Cost of setting up delivery network: The cost of setting up delivery network cost a lot as compared to offline business. Many a times it may happen that the cost that incurs is so high that in the starting phase of moving to online mode of doing business the company is under no profit no gain situation.
2. Cost of upgrading current website: Websites needs to be updated with time to time as many changes occur in dealing with the software and it needs to get updated regularly. Once is website is designed then it needs to be get updated so that each time the customer login company's website and find it easy and comfortable in placing the order or taking services.
3. Advertising costs: However, reaching target customers is easy but it needs and demand generous budget. This is true if the company wants to compete in the crowded sectors (Clancy and Collins, 2014).
4. Legal Cost: Developing a website to move to online mode requires various certifications and this induces heavy cost. Every time new amendments are made and this can be very tough situations and that is why legal laws are very important to be known by the businessman and each and every legality should be known by the company and the same to be complied with.
5. Security and fraud:  Moving to online mode of business is a very good idea but there are many risks involved in it. Cyber security is a must as many times cyber-crimes are done in online mode of business. According to the cyber security act all the guidelines must be followed so as to avoid cyber-crime and fraud.
6. Impatient Customer: Customer can become impatient while engaging in online business transaction this business is highly good in delaying their responses to their customers. This can consume a lot of time of customer due to which he or she may get shift to another business site. However, online businesses need to be online 24/7.
The above were the various advantages and disadvantages of moving towards online platform, which showcase what can be the situations if Amana Ltd wants to move towards online platform for sale and purchase of its product and services.
Now If they go for second alternative of selling their product on Amazon, then there are several factors which should be taken into consideration such as Amazon fulfilment fees, High levels of competition between Amana souvenirs and other sellers on these platforms, and Lack of control over pricing and return policy. These can be explained as follows:
1. Amazon fulfilment fees: Amazon fees would be £50,000 per month. If we do online business this cost would not have incurred. There is a risk in it which is that if the business goes in loss, then there is a burden on the owner to pay it from his own assets. This sometimes becomes burdensome.
2. High Level of competition: In today's competitive market world where every business is dealing with problems to deal with competitors. Now if Amanas go for selling their product on Amazon it has to face and deal with high level of competitions between Amana souvenirs and other sellers on these platforms (Angelo, et., al., 2018). However, it promises Guaranteed sales of 65,000 units on Amazon annually with the potential to increase depending on demand. 
3. Lack of control on pricing and return policy: If Amanas Ltd. go for selling their product on Amazon, they will however lose their control over the pricing policies as well as their return policies. If price ceiling is set at a level which is higher than market rate, then it will not affect the price but if this is not done then it will affect the price. While doing business via Amazon the businessman will lose its control on its pricing as well as returning policies as Amazon will keep certain percentage of sales and hence forth the businessmen can never earn more than what it can earn with its own website marketing. 
So, in my view Amana's Ltd should go for the first alternative of doing online business and not through Amazon as it will restrict control of the organisation to fix price as per its own pricing policies and return policy also. Therefore, seeing the cons of online business as well, Amana’s Ltd must handle all the consequences of online business so as to develop effective and efficient responses by its stakeholders. 
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